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ABSTRACT 

This paper describes the advantages of using computer 
simulations in the classroom or managerial environment and the major 
premise and principal components of Export to Win!, a computer 
simulation used in international marketing seminars. A rationale for 
using computer simulations argues that they improve the quality of 
teaching by building decision making skills; foster interpersonal 
communication; compress time; focus on learning; enhance 
student/instructor interaction; and integrate learning. A description 
of Export to Win! begins by presenting the three main objectives of 
the simulation, which operates on a 5-year time frame: (1) exporting 
makes good business sense; (2) researching and developing an 
international marketing plan is important; and (3) discovering proper 
export management will permit global marketing. Operational 
dimensions of the program are then explained: Memo — prompts action; 
Decision Panel — offers further information and asks players to make 
choices; Information Screen — presents factual and relevant material; 
Business Brief — presents a current anecdote; Decision — player must 
act; and Results of Decision — immediate and cumulative feedback. 
Table I provides the topics covered by World Atlas, a software 
package that can be used in conjunction with Export to Win! , and 
addresses are given for the publishers of the two products described. 
(Contains 3 references.) (ALF) 



Vc ?V Vc Vc Vc Vc ;V Vc Vc >'c Vc Vc -it Vc :k >V t't Vc Vc it Vc Vc Vc i< Vc :k Vc :k ?V Vc V? * Vc Vc * * * * * >V >V * Vc * Vc Vc * * Vc Vc 

Reproductions supplied by EDRS are the best that can be made * 
* from the original document. * 



U • OCMnTWff NT OF EDUCATION 

Ottic* o* Educittonii fltsea'cn »nd improvement 

EDUCATIONAL RESOURCES INFORMATION 
CENTER (ERJC» 

□ This document has o«en reproduceo as 
received <rom rhe person or organization 
Originating it 
G M»no' changes have been made to improve 
reproduction Quality 

• Points ot view or opinions sJatedm this docu- 
ment do not necessarily represent olliCiai 

OERl positton or poticy 



INTRODUCTION 



Using PC Software to Enhance the Student's 
Ability to Learn the Exporting Process 

Tom A. Buckles, Department of Marketing 
Irene Lange, Department of Marketing 
California State University, Fullerton 

00 

X 
Oi 
O 

^ The lifeblood of many U.S. companies are derived from the sales and 

O profits earned from international markets. Among the high-growth 
^ members of the American Business Conference, foreign sales grew at a 20% 
annual rate from 1981 to 1986 — five times faster than their U.S. sales 
(Kirkland 1988). In addition, there has been an increasing awareness of 
the growing international opportunities among U.S. companies. In 
particular, as American markets become saturated, even those American 
companies without any previous international experience begin to look to 
foreign markets. 

Recent economic and political developments have produced new 
opportunities for exporting to regions that previously were closed markets. 
And as the world changes, so does world trade. Although the world map 
has been altered, the nature of exporting remains as it was - a subject of 
vital importance to students of international commerce. 

However, with the increasing sophistication of today's international 
commerce, simply opening up a shop overseas, or hiring a foreign national 
to "take care of business'' is not as simple as it may once had been. An 
important question that arises is how might a company with limited 
resources (time, money, and/or personnel) survive profitably in the short- 
run, much less in the long-run. 

One response to this question is the use of computer simulations. In 
particular, we have begun to experiment with » the computer simulation 
Export to Win! in international marketing seminars. The purpose of this 
paper is to discuss the major premise of Export to Win! and its principal 
components. However, before discussing the simulation itself, a short 
explanation concerning the power and usefulness of computer simulations 
might be useful. 
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WHY USE SIMULATIONS? 



Computer simulations permit students to develop decision-making 
skills based on role-playing in real-world conditions with data from 
existing resources. They let the user try out new ideas in a "safe" 
environment where mistakes can be made and different approaches to 
solving the problem are encouraged. This method helps students gain 
confidence in their own judgement. 

The choice of computer simulations as a learning tool is founded on 
the assumption that people learn the most and retain learning the longest 
by finding their own solutions to problems. Simulations are a mix of 
exploration, experimentation, pattern recognition, as well as the tedious 
process of trial and error. Researchers in the field of educational 
development have shown that concrete examples promote learning more 
effectively than abstract concepts (Adams 1973; Maidment and Bronstein 
1973) 

A variety of learner styles are recognized and supported by 
computer simulations. For example, they allow the self-motivated learner 
to move independently through the program while giving the instructor a 
basis for evaluating that individual's progress. Likewise, they inspire the 
timid learner to try the unusual by providing a carefully-designed learning 
structure that gives constant and positive reinforcement for the person's 
decisions. In addition, computer simulations provide activity for people 
who increasingly demand visual stimulation as they learn. 

As a result, the quality of teaching is improved overall. In addition, 
the simulation allows the professor to become a more productive instructor 
in the areas of decision-making, interpersonal communication, time usage, 
student/ instructor interaction, and integration. Each is highlighted below. 

Build Decision-Making Skills 

Students get a vantage point from which to witness how an "expert" 
would approach the given problem and learn how decisions are made, 
since the simulation is **in charge" of corrections. This allows the instructor 
to become an impartial consultant, offering valuable guidance. 

Interpersonal Communication is Fostered 

When working together in teams, people strive toward a common 
goal. As they work together to solve the problems presented by the 
simulation, they develop important and valuable group dynamic skills. By 
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encouraging the sharing of successful strategies among the teams (players), 
the instructor can foster person-to-person communication. 

Time is Compressed 

The nature of a simulation generally allows it to be condensed or 
expanded to fit the amount of time available. Thus, the years of planning 
and action that make up a real-world event can be condensed into a 
manageable few hours or weeks. Students can make immediate decisions, 
structure the exercise on a fiscal-year basis, and try out long-range 
planning strategies all within the same simulation program, in a manner of 
a few dys or weeks 

Learning is Focused 

Rather than only the presentation of general and theoretical concepts 
in a lecture format, these same concepts can also be presented as specific 
real-life issues, illustrating the connection between the classroom and the 
actual workplace. Many students are better able to grasp difficult concepts 
and theories once they have applied them in a "real-world" situation. Yet 
the mistakes that are made in the computer simulation are experienced 
and learnt from in a much less risky environment. 

Enhanced Student/Instructor Interaction 

Since the simulation program presents the material, the instructor's 
time can be devoted to sharing information instead of merely lecturing. 
For example, articles and/or information which may specifically relate to 
the simulation scenario can be imparted as anecdotal data. Thus, the level 
of student/instructor interaction is increased when the instructor becomes 
a resource beyond the lecture mode. 

Learning Integration 

Finally, computer simulations integrate the learning process, taking 
the student through the entire problem-solving paradigm from idea 
generation, information search and retrieval, analysis, trial and error, 
feedback, and synthesis, to the creation of multiple options and resolutions 
for the given problem. This procedure incorporates instructor input, 
classroom traditions, active researching, resource support, risk taking and 
decision making, and positive reinforcement. In doing so, the goal of 
training individuals who can both comprehend the subject matter and 
apply it to a concrete problem is more likely to be achieved. 
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EXPORT TO WIN!: THE SIMULATION 



This section provides a general picture of the computer simulation 
Export to Win!, its learning objectives, how the program works, and the 
basic topics covered. 

A student version of Export to Win! for classroom use is available 
through Southwestern Publishing, while the regular version is available 
from Strategic Management Group, Inc. (However, the student version will 
not be available for classroom adoption until Fall 1991.) Essentially, Export 
To Win! is an instructional business program designed to help the 
individual understand the exporting process better. It promises to be not 
only an excellent classroom resource, but a management training tool as 
weil. 

The scenario makes the player(s) the marketing manager (or team) 
of Xebec, an industrial manufacturer, who must develop a plan to export 
Xebec's products. In analyzing target markets, putting together an effective 
distribution network, and negotiating international pricing, the goal is to 
turn the company into a savvy global competitor. Dozens of decisions are 
made over a five year period, with an ongoing performance review. In 
addition, the player(s) receive strategy suggestions and decision-aiding 
information, and are directed to further resources for export planning. 

The results of your actions are driven home graphically, as your 
choices are reflected in rising or falling income coprorate earnings 
statements of Xebec and its four competitors. The task, naturally, is that 
Xebec is depending on the player(s) to export ... and to be the winner after 
a five year period. 

LEARNING OBJECTIVES 

There are three major learning objectives in Export to Win! These are: 

• Exporting makes good business sense., since a company with an export 
focus can increase sales and profits, and can compete better domestically. 

• The importance of research and developing an international marketing 
plan is shown via locating and selecting appropriate markets, creating a 
distribution network, and arranging the financing to get started, which can 
make the difference between success and failure. 
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• Discovering how proper export management will permit global nrtarketing by 
better allocating the mix of promotion and pricing, along with the adaptation 
and expansion of a company's product lines, which in turn will allow a 
company to market internationally* 

OPERATIONAL DIMENSIONS OF THE PROGRAM 

Export To Win! uses a decision matrix that allows the player to move 
through the simulation program's event clusters by making a series of 
choices: responding to requests from management, seeking further 
information, drawing inferences from parallel business scenarios, and 
selecting an appropriate strategy to solve the problem. 

The event clusters are present on the screen for each simulation 
year. The process follows the pattern below. 

Memo 

• Addressed to player(s) and prompts action 

The action in the program is initiated by memos . They suggest the 
next set of issues the player(s) will need to address. For example, the 
first memo is from the CEO of Xebec. This sets the stage for the 
actions in Year One. The CEO has just returned from a business 
conference where the focus was on exporting. As marketing manager 
(team), you are asked to take charge of the company's international 
efforts. The CEO asks for decisions on the resources and time 
required to do the job. To get you started, he presents some 
materials and trade show information from the conference. 

Decision Panel 

• Asks player(s) to make choice and offers further information 

At each stage in the simulation, the player(s) is faced with specific 
choices that focus the process of learning, following the steps that an 
experienced export marketing manager would take in approaching 
the problem. 
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Information Screen 

• Factual and relevant material 

If you choose to explore this option, the program offers a data bank of 
specific information on the topic to help you make the best business 
decision in your role as marketing manager (team). Access to the 
information base of the program is readily available , underlining the 
need to develop strong research and information-gathering skills. 

Business Brief 

♦ Current anecdote 

Wherever possible, actual case history illustrations are given of how 
and how not to solve the particular problems presented in the 
simulation. The player(s) learns through the examples of other 
businesses who have had similar decisions to make. 



Decision 

• Player must act 

One of the key design elements of Export To Win! is the integral 
decision-making structure. The player(s) is required to reach the 
best conclusion possible given the problem set and the information 
available. The simulation encourages active thinking and decision 
making. 

Results of Decision 

• Immediate feedback and cumulative feedback at end of year 

All decisions are followed by reinforcing feedback to encourage the 
individual to evaluate the choices s/he has made. This process 
supports the trial and error learning style of independent learners 
and helps the person to develop confidence in his or her ability to 
make informed judgements. As decisions are made within the 
individual event clusters, options are offered to the player(s) to 
pursue other choices or gather more information. Cumulative 
feedback at the end of each simulation year presents a summary 
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review with both financial data and written feedback from Xebec 
staff. The company reports include the Corporate Earnings Report 
and a five-year summary of Xebec's performance. 



DESRCIPTION AND GOALS OF THE FIVE YEAR TIME FRAME 

Export to Win! operates on a five-year time f^ame. Each year has a 
specific orientation with associated sub-goals. Each is presented briefly 
below. 

Year One: Getting Started 

The First Year enables the player to become familiar Xebec by 
providing background information, as well as data to evaluate the 
competition. It also presents the competitive advantages of exporting and 
importance of networking, and how to approach exporting with Xebec's 
current situation in mind. Finally, one learns about the different types of 
trade shows and how each impacts Xebec, and you have to decide whether 
to exhibit or simply attend a trade show. 

Year Two: Internal Support 

Year Two concentrates on building the internal support structure 
that Xebec will need to succeed. In particular, you compare various 
methods of pricing and exporting costs and investigate the requirements, 
regulations and constraints in different countries. You also evaluate 
potential methods of financing Xebec's export venture, and the associated 
costs & risks involved, as well as the resources available. In addition, how 
to get goods overseas and the advantages of a freight forwarder are 
examined, as well as the importance of insurance and identifying which is 
best for Xebec's needs. This is accomplished by utilizing spreasdsheet 
analysis, and requiring a certain degree of sophistication. 

Year Three: Growing Your Department 

The Third Year consists primarily of getting your department off the 
ground and running. Specifically, you develop criteria to hire an export 
manager for the internal export department, and you begin to look at 
Export to Win! the marketing aspects of the operation. For example, 
strategies for gathering statistics for products, competitors and markets 
are developed, you leam how to select a market research firm, and you 
establish how you will distribute your product: either through an agent, a 
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distributor, or both. Information on written contracts is provided to aid 
decision making. Finally, the concept of an export management company is 
explored, and whether one is needed or not is determined through role- 
playing. 

Year Four: The Global Marketplace 

Year Four concentrates on information about traveling abroad and 
the development of a market plan. Specifically, tips on making good travel 
plans is presented, as well as background information on some of the 
cultures that may be encountered. Also, data concerning foreign currency 
and various exchange rates is provided, and regarding potential foreign 
exchange loss due to inflation and the devaluation of the U.S. dollar. In 
addition, the balance between keeping planning current and dynamic, 
while identifying and evaluating future foreign markets to increase market 
share and profit is introduced. 

Year Five: Strategic Thinking 

The emphasis in Year Five is strategy, both company and global. 
Issues of adapting and developing products to bolster Xebec's global 
position arise as well as tracking trends (e.g. EEC issues, important 
legislation), and global thinking to cultivate global strategies is presented. 

CONCLUSION 

The above discussion presents the computer simulation Export to 
Win!y and it's principal components, as well as a short discussion of the 
advantages of using computer simulations in the classroom or managerial 
environment. The authors have employed Export to Win! on a limited 
basis to Lithuanian and Soviet managers, as well as American students 
with a large measure of acceptance, and general success. Overall, though 
our experience is somewhat limited, the students and managers who have 
interacted with Export to Win! have found it to be educational, interesting, 
and fun. 

A goal for us this next year is to attempt to integrate this simulation 
into the Export/Import marketing course that is offered each year at 
California State University, Fullerton (pending budget constraints), and to 
report the level of success regarding integration and acceptance, as well as 
some general output measures. 
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One other software package that warrants mentioning is World Atlas. 
This is an excellent stand-alone package, as well as an excellent ancillary 
resource to be used in conjunction with Export to Win! or in any other 
international course* The types of information provided by World Atlas are 
presented in Table L In addition, it provides a map of every country of 
the world, which can be printed on most dot matrix or laser printers. 
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